
Regimented Producer Hiring and Retention Programs
Hiring and retaining producers who continually drive new business production remains a hallmark of high-growth agents 
and brokers.  As annual leakage rates now exceed 15% of prior year’s commissions and fees and will continue to climb 
in the short term, high-growth organizations focus on writing enough new business not only to offset the revenue leakage, 
but to far surpass it.  This means consistently writing new business well in excess of 20% of prior year’s commissions and 
fees. This also means consistently and effectively hiring and retaining top sales talent to achieve such results.

A recent MarshBerry study found two common traits among high-growth agencies in terms of how they hire and retain 
producers.  First, high-growth agencies hire new producers at a rate of over 2.34 to 1.  The second trait of high-growth 
agencies is the ability to quickly cut the cord on unsuccessful hires.  By hiring a greater number of producers, while at the 
same time culling the herd, the net result is that high-growth agencies have more talent and better talent than the masses.  
They also maintain higher returns on investment compared to alternative growth strategies (such as acquisitions), which 
in turn drives organizational revenues, earnings, value, perpetuation and ultimately, long term viability.
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The above chart indicates that in any given three year period, the average agency will hire 19.3% of its total 
production force compared to 45.2% for high-growth agencies.  At the same time, the new producer hires still 
employed with the agency after three years represent 15.5% of the total production force for average agencies versus 
31.0% for the high-growth agencies.  The simple way to look at the numbers is to assume each agency has 100 
producers.  The average agency would have hired 19 producers over the last three years and 15 would still remain.  
In the high-growth agency, the entity would have hired 45 producers in the last three years and 31 would still remain.  
Given the rate of hiring and attrition, high-growth agents and brokers will end up with twice as many producers as the 
average agency, and more importantly, they will end up with sales talent of a higher quality.

Producer Hiring and Retention Over a Three Year Period
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To learn more about MarshBerry’s proprietary producer recruiting, 
placement, training and retention program, feel free to contact either:

	 Art Betancourt		  or	 Patrick T. Linnert 	
	 903-312-2589			   440-392-6568			 
	 Arthur@MarshBerry.com 		  Patrick@MarshBerry.com

The Secret to Success...

It’s no secret that great sales talent isn’t exactly lining up at the door to get into the 
insurance industry.  Over the past several years, MarshBerry has worked diligently to 
discover the solution to this dilemma. Our proprietary, multi-step strategy introduces 
previously unreachable talent to the industry and to our clients. The MarshBerry search 
consultant team is proud to offer services to implement this unique strategy and hiring 
process into your agency.  

Here is the project overview we will use to help you line up great talent and design a 
first year training and validation model that breeds success: 

Stage 1 | Pre-Hire

•	 Develop an attractive position profile 
•	 Implement a pay/validation structure 

focused on activity first, results later
•	 Establish a training/mentoring program 

with agency executives

Stage 2 | The Hiring Process

•	 Proactively seek the right candidates; 
those with exceptional sales ability

•	 In-Depth personality profiling
•	 Multi-step interview process

Stage 3 | Post Hire 

•	 Accountability tracking and training tools
•	 Free access to MarshBerry Producer training events
•	 MarshBerry Prospecting Webinar, conducted by our Sales Management Team 
•	 One Year MarshBerry Replacement Guarantee on all new hires
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